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DAVID C. BLAKE

The Production Line Client Acquisition and Development Model

Do You Have a Process?
? ? ? ?
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AJS = Aquisition & Service
R/S = Retaining & Servicing
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The Production Line Client Acquisition and Development Model

© INDUSTRY ASSOCIATIONS

© GROUP INSURANCE BROKERS

* BENEFIT CONSULTANTS

27

¢ PRACTICE MANAGERS

© PROFESSIONAL BUSINESS ADVISORS
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e REVIEW CURRENT COVERAGE

e SECURE CENSUS DATA

e SECURE UNDERWRITING OFFERS

* PRESENT RECOMMENDATIONS
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© COMMUNICATION MATERIALS

© PRE-ENROLLMENT AND INTERNAL STAFF PRESENTATIONS

© ENROLLMENT AND RE-ENROLLMENT TIMELINES

° TERMINATION PROCESSES

The Production Line Client Acquisition and Development Model

* UPDATING OF RECORDS

* EVALUATION OF NEW EMPLOYER BENEFITS

© CHANGE IN BILLING

* SUPPORT OF FUTURE INCREASE OPPORTUNITIES

° PROMOTE ADDITIONAL PRODUCTS AND SERVICES

© INTRODUCE TO LOCAL RELATIONSHIP
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Customer service

Strategic Relationships: Institutional sales Enroliment sales

e SCALABLE

e REPLICABLE

* PLUG AND PLAY FOR NEW SERVICES

* CROSS REFERRALS WITH STRATEGIC PARTNERS
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Strategic Relationships: Institutional sales Enroliment sales [—
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AJS = Aquisition & Service
R/S = Retaining & Servicing
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AJS = Aquisition & Service
R/S = Retaining & Servicing
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